S'pore cloud services to
grow 43% over 5 years

By AMIT ROY CHOUDHURY

TIIE use of cloud comput-
ing services in Singapore is
expecied to grow 43 per
cent over the next five
years, outstripping the fore-
cast 29 per cent growth in
the region.

Chris Morris, of IT re-
search agency IDC, told Biz-
IT that Singapore cloud
services are expected to be
worth US$42 million this
year and US$177 million
by 2014.

Cloud services in the
Asia-Pacific excluding Ja-
pan (APEJ} region will be
worth US$1.28 billion this
year, rising to US$4.59 bil-
lion in 2014.

Mr Morris, who is IDC
Asia-Pacific’s director for
cloud technologies and
services, said these figures
only take into account serv-
ices consumed by individu-
als and organisations.
They do not not include rev-
enue from the sale of hard-
ware, software or services
to cloud service providers.
That is, no server, storage
or software sales figures
are included. “If they were
included, the numbers
would be far higher,” he
said.

With cloud services pro-
jected to grow at such a
healthy pace, there are
clear opportunities for re-
gional vendors, especially
telcos, he noted.

Due to concerns over da-
ta sovercignty and cloud
service performance and
reliability, regional ven-
dors with robust IT infra-
structure are well posi-
tioned to become cloud
service providers, he point-
ed out.

Singapore Telecom and
others are moving to deliv-
er infrastructure-as-a-serv-
ice already, and are expect-
ed to adopt a broader
cloud role through plat-
form-as-a-service and ap-
plications-as-a-service of-
ferings.

“These new areas will
likely be delivered by way
of partnerships with spe-
cialist software vendors,”
Mr Morris said. "These soft-
ware vendors will find it
more cost effective to part-
ner infrastructure special-
ists like telcos.”

Global players have so
far been most successful
with early adopter-type or-
ganisations, but as the lo-
cal market moves beyond
the early stage to main-
stream adoption, local ven-
dors will begin to become
more prevalent, he ex-
plained.

Mr Morris: Singapore cloud services are expected to
be worth US$42m this year and US$177m by 2014

“Applications in the ear-
ly stage of cloud usage
have been very standard-
ised. Within the diverse
APEJ region, there is a
much larger need for appli-
cations that can be tailored
to suit local legislation and
business practice. Regional
independent software ven-
dors are well-placed to cap-
italisc on this.”

Within the APEJ region
there are strong indica-
tions that organisations
will huild their own inter-
nal, or private, clouds, he
said.

“This will lead to a need
for consulting services as
user organisations are not
all well equipped to man-
age the planning and imple-
mentation work for a pri-
vate cloud.

“These consulting serv-
ices are what we term
cloud enablement services,
and will provide significant
opportunities and revenue
that will be over and above
IDC’s market forecast for
Singapore and APEJ.”

In Singapore, the Next
Generation National Broad-
band Network is likely to
give a fillip to cloud servic-
es, with niche players com-
ing into the market, Mr
Morris said. “But these
services will very probably
be hased on cloud infra-
structure bought at whole-
sale rates from larger
cloud infrastructure provid-
ers such as SingTel, IBM
and Amazon.”

Smaller service provid-
ers will not be able to

achieve the economies of
scale for cloud service de-
livery that are possible
through the mega data cen-
tres of the global players,
except where local data
storage is required, he
said. “In these cases, they
will be more competitive.”

These smaller players —
most likely systems integra-
tors — will be vital in provid-
ing cloud enablement serv-
ices for small and medium
enterprises, Mr Morris
said. “Arguably, SMEs
need it more than the large
cnterprise organisations.”

Singapore and the APEJ
region will also see the
emergence of cloud appli-
ances, he said. “These will
be pre-configured hard-
ware and software stacks,
with as little as the operat-
ing system on a server and
storage configuration,
through to a complete
stack inchiding applica-
tions.”

For the SME market —
and the channels serving it
- this wilt obviate the need
for SMEs to integrate differ-
ent components to form a
solution and allow channel
partners to add their own
applications on top of a
vendor-supplied appliance
for a specific geography or
vertical, Mr Morris said.

“For the enterprise cus-
tomer, they will also deliv-
er a ‘private cloud in a box’
that will allow them to ex-
periment with a private
cloud without any risk to
their current environ-
ment,” he added.




